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For A Stronger Gas Industry .... 


LOCAL AND NATIONAL SALES 
EFFORTS MUST BE INTEGRATED 


R. D. McMahon 


General Staff Supervisor 
Industrial and Commercial Sales, 
Southern California Gas Company 
Los Angeles, California 





W EBSTER says: “Integrate: to 
make whole, to unite, or become 
united.” 


In our case, means working toward 
a strengthened or stronger, unified in- 
dustry and protecting what we have. It 
is not only the sale of equipment of 
gas, but also the entire subject of sales, 
promotion, and advertising. 

It is agreed that the commercial 
cooking load and the high form value 
industrial load are important seg- 
ments of the industry. The revenue re- 
ceived from these classes of service 
are important and are an integral part 
of the industry’s annual statement. The 
preservation of these loads and the ac- 
quisition of additional business in these 
categories is most important. It goes 
without saying we all should promote 
this business just a little bit harder. 

William Wrigley was once asked if 
he thought he could afford to adver- 
tise. His classic remark was “I can’t 
say that I can afford to advertise but | 
know very well that I cannot afford 
not to advertise.” So maybe we could 
paraphrase this statement and say 
that if these classes of service are of 
value to us, we may not see how we 
can afford to promote them, but we 
certainly see how we cannot afford not 
to promote. 

The position in which we now stand 
is somewhat analogous to a time about 
180 years ago: There were 13 small 
colonies on the Atlantic Seaboard. 
Each had its little spheres of influence, 
and they all operated in little geo- 
graphic locations. To a large extent, 
they were pretty well self-sufficient. 
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Across the ocean there was a Mr. 
Big. He had ideas and he harassed these 
little colonies, made demands on them, 
and took from them those things that 
they thought belonged to them. In these 
13 colonies was a smart man — Ben- 
jamin Franklin, a man who had his 
share of ups and downs, who was pretty 
far-sighted, and who thought of all the 
troubles that the colonies were having. 
He said, “We must indeed all hang to- 
gether or most assuredly we shall all 
hang separately.” He knew what he 
was talking about; the 13 colonies had 
to band together and unite for a com- 
mon good or they stood little chance 
of stopping the depredations of Mr. 
Big. 

About that time someone also said 
united we stand, divided we fall. From 
this start the 13 colonies got together 
and decided that what was good for 
one was good for all, and what was 
good for all was good for one. 

There is a parallel in the gas indus- 
try. In many respects, we are like the 
colonies. As individual utilities, we have 
trouble with a Mr. Big. I don’t have to 
mention any names, but all of you 
know who he is. As individual utilities, 
we do not have the strength — the 
sinews of war to do battle. Each utility 
within its sphere of influence has its 
problems; each manufacturer within 
his marketing or trading area has his 
problems, and Mr. Big stands astride 
with all of his sales promotion activities 
and money and advertisements and 
blandishments. Even some of our com- 
patriots have listened to the blandish- 
ments of Mr. Big and have partially 
joined his forces. 
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But to paraphrase Ben Franklin, we 
might say that in unity there is strength. 
Today in the American Gas Associa- 
tion, we have ways in which this 
strength and unity can be manifested. 
Maybe the men at headquarters are 
building better than they think because 
they have provided us with a way in 
which we can unite — a way in which 
we can present a strong front and at 
the same time, just as the colonies did 
180 years ago — we can maintain our 
own integrity and be as individualistic 
as we choose. 

Let’s think for a moment of the type 
of things that are available to us in this 
struggle for the customer’s dollar. High 
in importance are the national promo- 
tions, consider the PEP Campaigns. 
This is the third year this national ve- 
hicle has been available. It is a national 
vehicle designed specifically for local 
transportation. It is an omnibus. It 
covers all types of commercial cook- 
ing equipment. It’s a bus for the indi- 
vidual utility to ride to the destination 
of its own choosing. Under the broad 
expanse of the PEP Campaign, each 
utility is privileged to direct its pro- 
motion to the goal it wishes to attain. 

This year, Washington Gas Light 
Company is riding toward a specific 
goal by high lighting the advantages of 
stainless steel equipment. So by unit- 
ing with the PEP Campaign, they can 
direct this national effort to achieve the 
goals they wish to find in Washington. 

Milwaukee Gas Light Company is 
another example. In the past PEP Cam- 
paigns, they have placed their emphasis 
on competitive equipment and have 
done very well. 

In the southern part of the country 
— in Oklahoma — the first PEP Cam- 
paign is being used as a means to co- 
ordinate the activities of many dealers 
in many areas. 

In Chicago, the Peoples Gas Light 
and Coke Company has used this na- 
tional campaign to accomplish its own 
specific purpose — and in: other parts 
of the country, utilities have made 
good use of this promotional vehicle. 

During the three campaigns, the 
Southern California and Southern 
Counties Gas Companies have put em- 
phasis on competitive equipment — 
striving to discourage the efforts of our 
competitive friends in the fryer and 
oven fields. 

The annual PEP Campaign, as you 
see, can be anything to anyone — 
large, medium, or small. The utility 
can fit it to its own particular needs and 
obtain the added benefits of national 
emphasis—national advertising—and 
a united national campaign. 

In these promotional vehicles, the 
industry has a wonderful opportunity 
for manufacturer cooperation. 
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Through the enthusiasm and coop- 
eration of the manufacturers, we have 
a valuable adjunct to our current PEP 
Campaign. When the manufacturers 
heard of the plans, they volunteered 
their help. They have provided 12 
“Winchester 70” rifles for the 
HUNTER OF THE WEEK, one for 
each week of the camaign, for the best 
dealer-salesman of the week. That is 
united action — cooperation. 

Another place where AGA has pro- 
vided a vehicle that can be used to the 
advantage of the individual utility, is 
the annual commercial water heater 
campaign. This is a well-conceived pro- 
gram which can fit anybody and every- 
body under any or all conditions. 

For those utilities that have a high 
saturation of volume water heating, 
here is an opportunity to raise the qual- 
ity of the installations, either through 
the plumbing outlets or by the utility’s 
own sales efforts. 

Locally, we have worked very closely 
with the Health Departments in mak- 
ing it possible for our food service 
establishments to have the maximum 
hot water protection. Our plumber- 
dealers receive point of sale material 
from their manufacturers — we sup- 
port with direct mail. 

For these utilities that have a low 
saturation of volume water heating, 
these campaigns provide the vehicle 
which can be used to build load. They 
can build it either through their own 
efforts or by making it more attractive 
for the plumber-dealer organizations. 
This is another national campaign that 
has the support of the larger manufac- 
turers of water heating equipment, 
those who operate nationally, and it is 
entirely feasible to secure the coopera- 
tion of the water heater manufacturers 
who operate at the local level. 

Various utilities have taken advan- 
tage of this national campaign, the co- 
operation of the manufacturers, and 
the interest of the restaurant associa- 
tions in performing a service for the 
commercial cooking operator and at 
the same time benefited themselves. 

Another way in which local utilities 
can help themselves — and at the same 
time, help the national picture — is the 
chain-store contact program. This is 
the one where utilities are asked to 
make regularized contacts with the 
headquarters of chain operators, such 
aS Rexall Drug, Walgreen, Kress, 
Woolworth, and many others. It has 
worked well. It has given each of us 
the opportunity of having our story 
told at headquarters. All we have 
needed to do is notify the utility in 
whose area the home office of the chain 
or large national concern is located 
and we immediately have a friend in 
court, someone who will pitch our 


story for us, at the place where it wil 
do the most good. Right now we have 

couple of jobs working wherein othe 
utilities and manufacturers are helpin; 
us with the headquarters’ contact. 

In the industrial field there is 
somewhat different situation. The poli 
cies of utilities vary, depending upon 
the amount of industry they serve, the 
source, and the quantity of their gas 
supply. However, in this field, AGA 
provides means by which all utilities 
can unite and receive the benefits of a 
nation wide operation. 

One current phase is regular contacts 
with educational institutions — those 
colleges, universities, and trade schools 
that teach metallurgy, ceramics, and 
other important industrial operations. 
It is important that these schools are 
equipped with the best of gas equip- 
ment, the student learns the value of 
gas fuel in this field. When he enters in- 
dustry he takes with him the knowledge 
that when heat energy is needed, gas 
is the finest fuel. 

Also, through the various commit- 
tees, such as the Industrial Process 
Committee and similar groups, the ad- 
vantages of gas in the industrial field 
are developed and the information is 
passed along to all who will listen. 

One important phase of the indus- 
trial field is the Research and Develop- 
ment Committee. There are many prob- 
lems in the utilization of gas fuel which 
need research and development. This 
committee of utility people welcomes 
your suggestions. They are assigned to 
spend money to do research. All we 
need to do is tell them what problem 
or project we believe is important and 
if it has national significance they will 
carry it out. 

There is still another way in which 
the American Gas Association has 
made it possible for all of us to unite 
to promote the use of gas. That is 
through advertising. | know that I 
speak for all the members of the Ad- 
vertising Committee when I say that 
they want — solicit — and need more 
case histories, illustrations, locations, 
and ideas for the over-all advertising 
program. 

Here again is another way that you 
can help yourself by helping the in- 
dustry. In every utility’s serving area 
there are one or more outstanding jobs. 
outstanding installations that epitomize 
the finest of gas equipment. If through 
your efforts it appears as an advertise- 
ment, bringing recognition in national 
publications, you have made a friend 
and furthermore you have called to the 
attention of the other operators in your 
area the advantages of modern gas 
equipment. And, you have the benefit 
of the efforts of all utilities. 

Adopted from a talk presented at an 
AGA meeting. **k 
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DEALERS 


who are featuring 


EMPIRE 


EMPIRE GAS WINTER AIR CONDITIONERS 


(Basement, Utillity room and Closet type) 


cf 








ONLY THE NEW EMPIRE HAS ALL 
THESE IMPORTANT VALUE FEATURES! 


Empire’s powerful blower is cradled in rubber 
for amazingly quiet operation. 


The heat exchanger is engineered to eliminate 
expansion and contraction noise. 


4 t hs 
; : : “ was Por 
The over-size filter traps dust, dirt and pollen ; . ) treaty 
... helps keep your home shining clean! 





' 


Smart, durable steel cabinet has fused-enamel 
finish, is beautifully designed. 


Vented to remove combustion wastes. Welded 
gas-tight. Draft diverter prevents down-drafts. 


Empire’s exclusive “Thriftmatic’ Gas Burner de- 
livers every penny’s worth of heat from your 
fuel. Featuring the “stainless steel” ribbon type 
cast iron burners. 

Automatic room temperature controls, necessary 
limit switches both blower and bonnet and 
automatic pilot (100% cut-off type) are stand- 
ard equipment. 

All controls, burners and heat exchangers are 
accessible from the front — Flues can be cleaned 
from front without any disconnections or dis- 
mantling. 





STOVE COMPAN Y 


BELLEVILLE, ILLINOIS 
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PIPE STOPPERS 
OF ALL KINDS 


SAFETY 
GAS MAIN 
STOPPER 


COMPANY 
INC. 


523 Atlantic Avenue 
Brooklyn 17, N. Y. 


Cable Address: GASTOPPER, N. Y. 

















“ACT NOW 


AUTHORIZE 
THE TRIED AND PROVEN 


HEATH "W" TYPE 


CONTROL 


Developed Specifically’ for 
@roviil-iealol Melale Me laleltrsiatel ie. \actels 


WRITE, WIRE OR PHONE 


HEATH 


SURVEY CONSULTANTS, INC. 
$72 Washington St., Wellesley 81, Mass 
WEllesley 5-666C 
Midwest Office «+ Richmond, Mich. 


A NATIONALLY RECOGNIZED AUTHORITY 
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CALENDAR oF THE GAS 


| JANUARY 1956 


10 NEGA, operating division, Hotel 
Statler, Boston. 

13 SGA air conditioning sales con- 
ference, Jackson, Tennessee. 

19 NEGA operating division, Hotel 
Statler, Boston. 

19-26 National Housewares & Home 
Appliance Manufactures Exhibits, 
Navy Pier, Chicago. 

20 SGA air conditioning sales con- 
ference, Shamrock Hotel, Houston. 

20 SGA employee relations con- 
ference, Shamrock Hotel, Houston. 

22-26 National Association of Home 
Builders, convention and exposi- 
tion, Chicago. (AGA exhibit.) 

23-24 Industrial Heating Equipment 
Assn., LaSalle Hotel, Chicago. 


| 27 SGA domestic meters and regu- 


lators conference, Heidelberg 
Hotel, Jackson, Mississippi. 

27 SGA accident prevention con- 
ference, Jung Hotel, New Orleans. 


| FEBRUARY 


6-10 Western Winter Radio-TV and 
Appliance Market, Western Mer- 
chandise Mart, San Francisco. 


INDUSTRY 


16-17 SGA accounting management 
conference, Jung Hotel, New 
Orleans. 


16-17 SGA sales executives confer- 
ence, Jung Hotel, New Orleans. 


MARCH 1956 


1-2 SGA distribution management 
conference, Jung Hotel, New 
Orleans. 

1-2 SGA transmission manage- 
ment conference, Jung Hotel, New 
Orleans. 

12-16 National Association of Corro- 
sion Engineers, Hotel Statler, New 
York. 

15-16 American Trade Association 
Executives, Washington confer- 
ence, Statler Hotel, Washington. 

16 Metropolitan Heating and Air 
Conditioning Council, annual meet- 
ing, Hotel Statler, New York City. 

19-21 Mid-West Gas Association, 
Hotel Fontenelle, Omaha, Nebr. 

22-23 NEGA, annual meeting, Hotel 
Statler, Boston. 

22-23 Oklahoma Utilities Association, 
annual meeting, Biltmore Hotel, 
Oklahoma City. 











Chicago residential heating dealers send their customers to this display of gas 
furnaces, maintained as a service, in one of the world's finest showrooms. It is 
located on the first floor of the Michigan Avenue headquarters of Peoples Gas Light 
and Coke Company. A Gas Furnace, with its combustion chamber contoured to 
the shape of a gas flame, is being shown by a member of the showroom staff. 
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Old Days Recalled... from 


90 YEARS AGO 
DECEMBER 1865 


A SHORT TIME SINCE an explosion oc- 
curred at the London Gas Company’s 
works, Nine Elms, which caused a 
serious loss of life, and destroyed much 
valuable property. The works are sit- 
uated in Nine Elms lane, close to the 
workshops of the South Western Rail- 
way Company.... Suddenly, without 
the slightest warning of danger, the 
new meter house became a ruin, and 
the northern gas holder exploded with 
a roar like a salvo of artillery, while a 
column of lurid flame shot high into 
the air, carrying with it the fragments 
of the iron plate forming the telescopic 
portions of the gasometer. The south- 
ern gas holder afterwards took fire and 
burnt out, but without further damage. 
Nine of the sufferers are dead, and 
about twelve seriously injured. ... The 
way in which the disaster occurred is 
not yet understood — perhaps it never 
will be....A full inquiry will, of 
course, be made before the Coroner. 


WE HAVE DISCOVERED a considerable 
variation in the thread of the screw on 
gas burners from different manufac- 
tories. It is very important that there 
should be perfect uniformity in them, 
and we will thank Manufacturers or 
Gas Fitters to write us what is the 
proper standard, and we will publish 
it for general information. 


WE HAVE RECEIVED a pamphlet en- 
titled, “The Chemistry of Illuminating 
Gas, and a new method of manufac- 
ture,” popularly explained by Dr. W. 
Elmer. . . we have been anxiously wait- 
ing for the last year or more, to learn 
the result of the tests and demonstra- 
tion that were being made according to 
the method... known as the “Elmer 
Process.” The Doctor claims that by his 
method of gas making a gain of fifty 
per cent in volume over the old method 
is obtainable, while the luminosity of 
the gas is also superior. We shall watch 
the progress of this improvement, as it 
is developed in large gas works, and 
report the results from time to time in 
the JOURNAL. 
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EST. 1859 


50 YEARS AGO 
DECEMBER 1905 


Mr. CLIFFORD E. PAIGE, formerly in 
the service of the Springfield ( Mass.) 
Gas Light Company, and now superin- 
tendent of the plants of the Malden 
and Melrose ( Mass.) Gas Light Com- 
pany, declares that quite a sum will 
have to be expended on the works of 
the latter before the residents may ex- 
pect a further reduction in the gas rate. 


THE PROPRIETORS of the Los Angeles 
(Cal.) Gas and Electric Company 
have issued the following notice: 
“In accordance with our established 
custom of lowering the price of gas at 
every Opportunity, we will, on Janu- 
ary Ist next, make a further reduction 
of 5 cents per 1000 cubic feet.” Think 
of that rate (which means 85 cents per 
1000) for gas in a California city! 


THE ACME SUNLIGHT GAS COMPANY 
has been incorporated in New York 
...It is capitalized in $200,000. The 
incorporation is in the nature of a re- 
habilitation of a hodge-podge, cheap 
incandescent burner concern. 


THE PROPRIETORS of the Vincennes 
(Ind.) Light and Power Company have 
established a minimum rate charge of 
25 cents per month. 


25 YEARS AGO 
DECEMBER 1930 


EpiToriAL — The ability of the gas 
industry to supply its customers with 
uninterrupted gas service over a long 
period of years is one of its proud- 
est heritages. And when it is con- 
sidered that this continuity of service 
has been maintained during times of 
extreme stress, it is evident that sound 
planning rather than accident or coin- 
cidence was responsible for the condi- 
tion. 


As we extend our service it is ap- 
parent that further study will be neces- 
sary in order to continue our record of 
service. The introduction of natural 
gas into manufactured gas towns with 
the prospect of greatly augmented utili- 
zation, especially where the gas is 
coming from a considerable distance, 
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will necessitate some stand-by ar- 
rangement in order to carry on in time 
of breakdown. This will require the 
keeping of the gas plant in readiness to 
start on short notice. ... In the case of 
a large natural gas industrial customer 
who must conduct his process or work 
uninterrupted, it will be necessary to 
consider the feasibility of having some 
sort of standy-by equipment in his 
plant... 

These situations and others are crop- 
ping up and while there exists a solu- 
tion for each case, sound engineering 
experience will be necessary in order 
to attain the best guarantee of unin- 
terrupted service. 


AMERICAN GAS ASSOCIATION has an- 
nounced the Samuel Insull Award for 
Distinguished Public Service to be pre- 
sented annually to the member gas 
company which has made the most 
outstanding progress in distinguished 
public service. 


AN INSPECTION STATION of the Amer- 
ican Gas Association Testing Labora- 
tory will be established at Los Angeles. 


A NEW PROJECT for the establish- 
ment of American Standards for the 
basic requirements of gas appliances 
has just been announced by The Ameri- 
can Standards Association. 


EpiTorRiAL — That intangible, but 
highly potent, economic force called 
“Wall Street” is at least taking cogni- 
zance of natural gas, and at times with 
weird reasoning, some of which is sadly 
at variance with the facts. Just lately 
we have seen one of the most extrava- 
gant distortions of this sort... . Public 
utility executives should see to it that 
not only their own representatives, but 
also the representatives of the broker- 
age firms... stick to the facts. It is 
bad taste, and bad business ethics, to 
undertake the sale of any security by 
knocking a contemporary industry. 
There is especially no ground for this 
in the case of natural and manufactured 
gas. These brother industries are 
rapidly becoming Siamese twins in the 
intimacy of their association. . . . There 
is no excuse for regarding them as 
competitors for public interest in the 
financial world. 
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what was good 
for the Saturday night 
bath... 


HOT WATER. 


COLD WATER. 











HOT WATER 


7 COLO WATER 


Photo courtesy of Pacific Coast Gas Association 


isn't G600D FOR GAS | 


Water heaters like this were considered “the 
latest” in grandfather’s time... a far cry from 
today’s dependable, automatic units. Big 
improvements have been made in venting, too, 
but old-fashioned, single-wall vents are still used 
in a surprising number of installations. 


New RV METALBESTOS is good for gas— 
because its double-wall, insulated design provides 
a safe, modern gas venting system to match 

the standards of today’s finest gas appliances. 


METALBESTOS... 


Stocked by principal jobbers in major cities. Factory warehouses 
in Atlanta, Dallas, Philadelphia, Des Moines, Chicago, New Orleans 





DON’T BEA... 


Lapser 


IT’S EASY TO AVOID THAT! 


All you have to do is renew 
your subscription—promptly— 


to the new 


AMERICAN 


Gas Journal 


Then—it won't lapse! 


The editors have formulated new plans for new content in 
the future issues. . . . Articles of value to you in your 
work will be presented in concisely-edited form—articles 
you should not miss if you are to be aware of gas indus- 


try developments, techniques, advances. 


So—DON'T BE A LAPSER—Renew 





your subscription promptly 
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’ Get Booklet 


‘ « shows the incredible 
savings Hydrauger makes in 
both time and cost. 





HYDRAUGER CORP. Ltd. 
681 Market Street 





San Francisco, California 


* Earth Boring Tool HY-25B 
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TRADE PERSONALS 


ABOUT MEN WORKING 
WITH THE GAS INDUSTRY 





@ Appointment of three new field rep- 
resentatives has been announced by 
Chromalloy Corporation, White Plains, 
New York. 

H. O. Bennett, Anderson, Indiana, 
will represent Chromalloy in the state 
of Indiana and in the industrial area 
surrounding Louisville and Owens- 
boro, Kentucky; The Pneumatic Power 
Equipment Company, Cleveland, Ohio, 
will represent the corporation in North- 
ern Ohio and Western Pennsylvania, 
Superior Plating, Inc., Minneapolis, 
Minnesota, will be the Chromalloy rep- 
resentative in Minnesota, Northern 
lowa, the Dakotas, Western Wisconsin 
and for special accounts in adjoining 
areas. 


@ Vincent V. Tivy, formerly manager 
of refinery instrument sales for the Fox- 
boro Company, Foxboro, Massachu- 
sett, has been appointed the firm’s chief 
application engineer. He will be respon- 
sible for coordinating sales engineering 
with product development, production 
engineering activities as well as new 
product development, field trials, spec- 
ial sales work involving analysis of au- 
tomatic control problems, and the eval- 
ulation of instrumentation trends. Tivy 
will also serve on Foxboro’s engineer- 
ing executive and sales products com- 
mittees. 


@ Russell T. Walker has been ap- 
pointed treasurer of National-US Radi- 
ator Corporation, Johnstown, Penn- 
sylvania. 


R. L. Jolly P. B. Watts 


@ New sales staff appointments and 
promotions have been announced by 
the Mueller Company, Decatur IIli- 
nois. They are: Russell L. Jolly, for- 
merly Mueller sales representative in 
the Chicago area, has been promoted 
to Midwest Section Sales Manager. He 
has been with the company since 1924. 
Paul B. Watts will replace Jolly as sales 
representative in the Chicago area. A 
recent addition to the Mueller sales 


G. F. Habach H. A. Feldbush 


@ George F. Habach has been elected 
vice president in charge of engineering 
for Worthington Corporation, New 
York City. He will assume the full ad- 
ministrative responsibility for the com- 
pany’s engineering activity, including 
research and development. 

Harry A. Feldbush, formerly vice 
president in charge of engineering, with 
a record of over 40 years service with 
Worthington, will continue on the tech- 
nical staff as Consultant on special en- 
gineering problems. 


@ Frederick S. Rich, formerly senior 
instrument engineer for Arabian 
American Oil Company, has been ap- 
pointed petroleum industry coordina- 
tor for Fischer and Porter Company, 
Hatboro, Pennsylvania. He has had 22 
years experience in instrumentation, 
20 of which have been in the petroleum 
industry. Before joining Arabian 
American Oil, Rich was senior instru- 
ment engineer for Arthur G. McKee 
and Company. 


Gannon R. D. Kitchen 


staff, Watts has had several years ex- 
perience in the contracting and con- 
struction field. Dan Gannon has been 
appointed Western Section Sales Man- 
ager, supervising field sales activities 
in the seven far western states. He is 
being transferred to Los Angeles from 
Dallas. Richard D. Kitchen succeeds 
Gannon as Southwest Section Sales 
Manager. He moves into the Dallas 
office from the Louisiana-Mississippi 
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R. J. Thomas 


@ A. Eric Theis has been appointed 
vice president in charge of manufac- 
turing for Servo Corporation of 
America, New Hyde Park, Long Is- 
land, New York. Charles F. Healey 
has been named vice president in 
charge of administration, and H. Gor- 
don Hawthorne has been named 
treasurer. Dudley L. Miller continues 
as secretary of the company. 





J. L. Hall Orville Cochran 


@ John L. Hall has been appointed 
manager of the Utility Appliance Cor- 
poration’s new contract division to 
handle construction, builder and archi- 
tect sales. Hall has had 25 years service 
with the Southern California Gas Com- 
pany. 


@ Orville Cochran has been named 
branch manager of a new Rockwell 
Manufacturing Company’s Meter and 
Valve Division branch office at 1421 
Mile High Center Building, Denver, 
Colorado. He has been a sales engi- 
neer for Rockwell in the Rocky Moun- 
tain territory for more than 25 years. 


R. J. Ott J. K. Potts 


sales territory. Robert J. Thomas has 
been appointed sales representative to 
replace Kitchen. Robert J. Ott has been 
appointed sales representative in Mis- 
sissippi and a major portion of Ala- 
bama. Thomas and Ott have just com- 
pleted an intensive training schedule 
covering the entire Mueller line. J. K. 
Potts, former sales representative in the 
Southern California-Arizona territory, 
has moved to the Los Angeles office. 
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Trade Personals 


@ Milton W. Heath Jr. has returned 
to Heath Survey Consultants, Inc., 
Wellesley, Masachusetts, following two 
years in the US Army Signal Corps. 
He will act as a field consultant for the 
firm which provides leakage control 
surveys for the gas industry. 





@ Herbert Luoma has been appointed 
to the new position of director of tech- 
nical services for the Gas Appliance 
Manufacturers Association. He for- 
merely was with the Alabama Gas Cor- 
poration, where he has been utilization 
engineer and director of training since 
1946. Before joining the Alabama 





M. W. Heath, Jr. 


company he 


laboratories of the 
sociation in Los Angeles 





Herbert Luoma 


was associated with the 
American Gas As- 


and Cleve- 


land. Luoma’s office will be in the New 
York headquarters of GAMA. 


Reynolds Service Regulators are built to meet specific require- 


ments — years of operation in the field through a complete 


range of operating conditions have proved not only their 


superiority but their durability. With parts so precisely ma- 


chined for each model that they are completely interchange- 


able. The accuracy you require in performance is assured. 


Dead Weight or Spring Type, with or without Mercury Seal, or Dead Weight Safety 


Seal or diaphragm operated relief valve. All working parts are so accessible as to 


be interchangeable without removal from pipe line. 


Dead Weight or Spring Type, with or without Mercury Seal, or Dead Weight Safety 
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@ William A. Ladd, pioneer in electron 
microscopy has joined the firm of 
Foster D. Snell, Inc., consulting chem- 
ists and engineers. Using the North 
American Philips Electron Microscope 
EM-100A, the company now makes 
available through Ladd, the ability and 
facilities to apply this tool to the solu- 
tion of research and development 
problems. 


@ George W. Newland has been ap- 
pointed central division sales manager 
of the Walworth Company, head- 
quartered in Pittsburgh, Pennsylvania. 
He succeeds Joseph E. Mihm, who has 
been named assistant vice president of 
Walworth, with headquarters on the 
West Coast. 


@ Richard G. McLaughlin has been 
appointed field applications engineer 
for the Los Angeles district sales and 
service office of Raytheon Manufactur- 
ing Company’s equipment marketing 
division. 


@ Stewart H. Kibbe, who has returned 
from military service, has been reap- 
pointed sales training director of Iron 
Fireman Manufacturing Company, 
Cleveland, Ohio. 


@ O. F. Depperman has resigned as 
executive vice president and director 
of the N. O. Nelson Company, mid- 
western wholesaler of plumbing, heat- 
ing, industrial and refrigeration sup- 
plies, with main offices in St. Louis, 
Missouri. 
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